
NMA INSIGHT

INTERNATIONAL MARKET ENTRY

Why Finding a Distributor
Isn't the Same as
Building a Market

The strategic difference between appointing a channel

and building sustainable market presence.
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THE PARTNER IS PART OF THE SYSTEM - NOT A SUBSTITUTE FOR IT

“
DISTRIBUTION IS A CHANNEL.

MARKET ACCESS IS A STRATEGY.

A partner creates reach. Sustainable presence requires

demand, positioning, learning and shared ownership.

01 CONNECT

Establish the route

02 ACTIVATE

Build demand and relevance

03 DEVELOP

Turn access into growth




























